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FIRMS & EXCHANGES 


The Waterhouse Bank connection 
also allows NISC to offer in-house 
money-market funds and other asset- 
management products to its correspon- 
dents at low cost since the processing is 
done internally, he said. Correspondents 
also will be offered a no-transaction-fee 
mutual fund program and dividend re- 
investment plan programs from the 
Waterhouse Securities product stable. 


Waterhouse, which was purchased 
earlier this year by Toronto Dominion 
Bank, began planning for the corre- 
spondent clearing unit two years ago, 
Wigger said. Toronto Dominion owns 
Canada's largest discount brokerage, 
Green Line Investor Services, which is 
self-clearing and has a small unit in the 
U.S. that clears through Ernst & Co. 
NISC will pick up that business, though 


Ernst will continue clearing for Toronto 
Dominion’s institutional brokerage, TD 
Securities, in the U.S. 

Waterhouse's clearing move follows 
that of E*Trade, the electronic discount 
broker that in July converted from clear- 
ing through Herzog, Heine, Geduld to 
self-clearing. An E*Trade official said 
the firm has no immediate plans to clear 
for correspondents. Jed Horowitz 





SocGen forms joint venture 
with media banking boutique 


Bannon gives French bank instant access 


Further expanding its presence in the 
U.S. investment banking arena, Societe 
Generale, U.S.A. has teamed up with the 
West Coast boutique Bannon & Co. in a 
joint venture to go after the media, en- 
tertainment and communications mar- 
ket. 

The newly forged alliance, dubbed 
Societe Generale Bannon, will allow 
SocGen to build on its sizable presence 
as lender to the industry. Although the 
boutique will not merge with SocGen, it 
will work exclusively with it through the 
joint venture. | 

A supervisory committee has been 
created to oversee the venture. The com- 
mittee, which will be chaired by Curtis 
Welling, head of investment banking at 
SocGen, will also include the French 


bank's managing directors in investment - 


banking, Stephen Baronoff and John 
Sheldon, and the two founding princi- 
pals at Bannon & Co., Stephen Bannon 
and Scot Vorse. 

Before starting up their Beverly Hills- 
based boutique, the two founders of 
Bannon were vps at Goldman, Sachs & 
Co. At Goldman, Bannon had been re- 
sponsible for emerging growth, enter- 
tainment and media companies in Los 
Angeles. Before that, he had worked for 
three years in the firm's M&A group in 
New York. Vorse had been a vp in 
Goldman's corporate finance depart- 
ment, working out of both New York and 
L.A. and specializing in the financing of 
emerging growth companies. 
~~ “This joint-venture gives us exclusive 
access to Bannon & Co.'s advisory prac- 
tice while still allowing us to leverage its 
reputation, contacts and expertise on the 
West Coast,” explained Baronoff. 

SocGen, which presently has a small 


media and communications industry 
team in place in New York, is banking 
on the Bannon combination to catapult 


. its-investment banking business in the 


industry. Combined, there will be a to- 
tal of eight professionals dedicated to 
this effort. 

“In the true spirit of a joint venture, 
both parties will market and execute 
transactions together,” added Vorse. 
“Forming a joint venture created the best 
incentive for both parties to create a 
powerful lasting long-term franchise.” 

SocGen has historically been a strong 
lender to several companies on the de- 
livery side of the industry, to companies 
such as Tele-Communications, Inc. 
Bannon’s advisory practice, on the other 
hand, tends to represent the content 
provider side, with clients such as 
Polygram N.V. and Disney. 


ment Group. 


Barinon & Co. has a lot of experience 
in advisory services, Vorse explained, but 
as the business becomes increasingly glo- 
bal and capital-intensive, the boutique 
felt that it needed to team up with a pow- 
erful financial services firm to better 
compete and provide services to clients. 
“The venture couples our industrv ex- 
pertise with SocGen’s distribution 
muscle.” 

Since the boutique investment bank 
hung out its shingle about six years ago, 
its has advised on the restructurings of 
companies including Metro-Goldwyn- 
Mayer, Finivest and Carolco Pictures, 
and has represented prominent clients 
the likes of Edward P. Bass, of the Bass 
family of Ft. Worth, Texas. 

Of note, Bannon & Co. represented 
Westinghouse Broadcasting Co..in the 
sale of Castle Rock Entertainment to 
Turner Broadcasting System. Also, the 
firm recently advised Saudi Arabian 
Prince al-Waleed bin Talal—who co-owns 
Kingdom Entertainment with enter- 
tainer Michael Jackson—in his purchase 
of a 50% stake in Landmark Entertain- 


Erica Copulsky 





Former DMG structured finance 
chief leaves to join boutique 


Will work on securitizing complex asset classes 


Manfred (Fred) Knoll, a former man- 
aging director and most recently the 
head of structured finance for the Ameri- 
cas at Deutsche Morgan Grenfell, has 
joined Howard B. Hill & Co., an invest- 
ment banking boutique that specializes 
in securitization. 

The move unites Knoll with former 
Deutsche colleague Howard Hill, who 
was the head of the mortgage-backed 
securities unit. Hill left DMG last April 
to open his own shop. Knoll has joined 
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as a principal in charge of developing 
the boutique’s investment banking effort 
for securitized products. 

“It’s a perfect match because I have 
been on the origination side of the com- 
plex assets business, while Howard's pur- 
view has been on the asset securitization 
and placement side,” said Knoll. “Our 
objective is to try to translate the com- 
plex asset classes—that so far have been 


_ stashed away in banking portfolios, into 


liquid marketable securities.” 


